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Putting Prospecting to Work - Smarter 

You can work harder, or you can work smarter.  
 
Most successful Agents don’t go into a secluded 
room, pick up the phone, and toil away making 
hundreds of random calls over a non-stop eight-
hour period. Few people would even consider that 

approach. I know I wouldn’t, and I doubt you would.

Instead, those who win at prospecting begin by targeting 
who they will call and why. They don’t waste their time or 
effort calling iffy contacts that may or may not even be in the 
real estate market. 

Prospecting is only effective if it generates a lead from a truly 
qualified prospect – someone who is interested in what you 
offer, needs the service you provide, and has the ability and 
authority to become a client of your business or to refer you to 
someone who could. 

And that’s where targeting comes to your rescue.

Targeting Prospects

Let me give you a recent example of the power of targeting.  I 
work with an agent on the east coast.  She’s an ace when it 
comes to monitoring her marketplace, and as a result, she 
wasn’t surprised when she saw her market’s housing inventory 
swell significantly over a ninety-day period.  For months she’d 

- [ NEW Training ] - 
 

The REALTOR®'s 
Ultimate Car 
Companion  

 

 
Includes: 10 of 
my best (and 

favorite) audio 
programs in an 
easy-to-store 
car companion 
for $589...$297 
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watched the momentum of the marketplace wane, but over 
the most recent ninety days, the effect had showed up in the 
box score.  During a coaching call, she said, “It’s over.” What 
she was saying was that rapid appreciation and insane 
marketplace frenzy had come to a rapid end.  

In the face of the market correction or bubble break, I asked 
her, “Based on this market change, who should become your 
new target for prospecting?” After a few minutes of discussion, 
she aimed her focus on her next prospects: Absentee 
owners.

She correctly determined that, once they became aware of the 
changing tide, absentee owners were most likely to want to 
realize their profits before prices dropped further.

My client made a decision to call these listing prospects. She 
would share the market evaluation, inventory, and absorption 
rates with them. Then she would ask if they wanted to risk all 
the equity and appreciation they had gained, or if they wanted 
to sell and lock in their gains. As part of her script, she would 
ask owners whether, with appreciation flattening or potentially 
declining, they might find the rental management, headaches, 
and repair hassles not worth the benefits of continued 
ownership.

Almost immediately, my client launched her new prospecting 
plan. Within ninety days of our call, she had listed ten 
absentee-owner properties, with another fifty leads that 
she expected to list in the next twelve months.  

Her success was based largely on focused target-based 
marketing. She went after the right people at the right time 
and achieved tremendous results. 

To your Success, 

 
Dirk Zeller 
CEO 
Real Estate Champions, Inc

P.S. For information on Coaching Opportunities, click here.

"If you feel like the LIFE is draining out of your Real Estate 
Business, join us to learn why…" 

Tele-Seminars 
• Leads Are Your Lifeblood 

October

Champion Performer 
Series 

• How Failure Can Bring 
Greater Success 

 
 Quality Training

Get Dirk Zeller’s 
Award Winning Books 
and Download Real 
Estate Champions PDF 
Ebooks!

Success 
As a Real 
Estate 
Agent For 
Dummies® 
Dummies 
Now In-
Stock! 
Here First! 
 

by Dirk Zeller 
 

Your 1st 
Year in 
Real 
Estate: 
Making the 
Transition 
from Total 
Novice to 
Successful 
Professional 

by Dirk Zeller 

Jump Start Your 
Production: The key 

to success and having a 
strategically strong year.

Blueprint for 
Success: Reach peak 
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"Leads Are Your Lifeblood"

Tele-Seminar - October 
26th 
 
Run Time: 90 min, including LIVE 
Q&A with Dirk Zeller Seating is 
límíted to only 250. Reserve your 
place NOW while we still have 
room. 
 
Want to spark new life into 

your Real Estate Business? - Lead Systems For 
All 22 Lead Types!  
 
"100% Customer Satisfaction, No-Hassle, Or It's 
FREE - 365 Day Guarantee" 

 Reserve Your Seat Now!

 

Burn Bright or Burn Out - Which are You?

Are you burning bright or heading for burnout?  Many people 
are heading fast toward burnout or just recovering from 
burnout.  Burnout is a real happening for many REALTORS®.  
Daily we get calls from Agents who are struggling with this 
dilemma.  Burnout occurs when reality and our expectations 
don’t align over time.  Burnout can also trigger anger.  The 
anger is seeded in the feeling that life is not working out the 
way we had thought it would.  We also feel powerless to make 
the changes needed, or we don’t know the changes that we 
need to implement.  

There are seven key factors that can cause one to experience 
burnout. 

Key Factor #1 – Fail to pace ourselves:  We all have a 
pace we need to work and take life at.  Often we exceed that 
pace.  We can only exceed our pace for a short period of time.  
It’s when we fail to slow down and re-establish our pace that 
trouble sets in.  Are you pacing yourself effectively?  What is 
the pace that you are most effective at work and home?

Key Factor #2 – Trying to do it all ourselves:  We often 
take on the whole world single handedly.  It’s us against the 

performance in your life.

Successful Selling in 
Tough Times and 

Tough Markets: Skills, 
mindsets and concepts 
that allow you to close 
sales even in difficult 
circumstances. 
 

 More Real Estate 
Training Books

 Later this Year

• Leads Are Your 
Lifeblood - October

 More Quality Training

Streaming Audio is a 
great, easy way to learn 
on the go.

7 Smart Ways to 
Explode Your 

Production: Out smart, 
out last and out performe 
your competition.

How to Increase 
Your Income by 

$100K: Dirk exposes 
secrets of these Top 
Producers.

Double, Double: 
Learn the skills and 

techniques to double your 
hourly rate within 6 
months.

 More Streaming Audio
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world.  Are you delegating all you can to others?  Are your 
affiliates, lenders, title, escrow, or home inspectors doing all 
they can to help you succeed?  Are there services you could 
have your broker provide and pay them a fee for performing 
it? 

Key Factor #3 – Accepting everyone else’s problems:  
Too often we accept problems that are out of our control.  
Some examples are: the client that "needs" a certain price for 
their home, the other Agent’s emotional or financial problems 
that they try to make yours, or the repair costs the seller 
didn’t anticipate.

Key Factor #4 – Majoring in minor things:  It’s really easy 
to get worked up by the little stuff.  The skill is allocating the 
right amount of energy and time based on the size of the 
challenge.  There is a good rule to follow: if it deals with the 
health of yourself or your family, or if it deals with the quality 
of life and relationships between you and your family, it’s big 
stuff.  It’s a major…everything else is a minor…it’s the small 
stuff.

Key Factor #5 – Unrealistic expectations:  We are a world 
filled with instant everything.  We have been trained by 
society to want it all yesterday with no effort on our part.  A 
recent study showed that 80% of the late night infomercials 
deal with instant weight loss or instant financial success.  
There are few examples of instant success in life.  Most people 
toiled for years perfecting their abilities.  Work for measurable 
progress in reasonable time.  That’s the barometer we need to 
gage our results by.

Key Factor #6 – Poor prioritization of the important 
accounts of life:  We often are so busy living we don’t have 
time to create our abundant life.  What is the most important 
area of your life?  What area has more value than all others?  
Do your time, energy, and passion reflect the priority you need 
to have in that area?  If you cannot answer that with 
confidence, what changes do you need to make to elevate that 
area to its proper place?  I see this point being one of the 
biggest challenges for REALTORS®.  We can often neglect our 
family for income opportunities.  

Key Factor #7 – Poor physical condition:  Without a 
strong body, our needed energy and mental focus escapes us.  
When we are in a regular exercise routine we can relieve some 
of the stress that causes burnout.  We have an opportunity to 
prepare for the day if it’s early in the morning, or we have a 
mid-day break before resuming our day, or we have an end of 
the day stress reliever before we go home to our family.

 
 Partner Services

 
Read Dirk's Featured 
Articles in Realty 
Success. 
Please visit 
RealtorLibrary.Com to 
request a free online 
issue. Contact 
RealtySuccess at 
866.529.5842 to learn 
about current specials on 
printed subscriptions. 

RealEstateChampions.com 
is Hosted by Web Merchant 
Services 
 
Response Hotline Service 
available through 24/7 Call 
Capture
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One of the major steps in avoiding burnout is to know 
yourself.  We can often burnout if we lose touch and focus with 
ourselves.  There are three skills in knowing oneself.  They are 
to know:

●     Your behavioral style or DISC style
●     Your purpose
●     Your passion

Those three areas make you an original.  There is none like 
you before or after you.

Your behavioral style or DISC style:  DISC is a universal 
behavioral style evaluation system.  DISC stands for 
Dominance, Influencing, Steady, or Compliant.

●     Dominance:  If you have a high Dominance score you 
will be competitive, quick to make a decision, and very 
results oriented.

●     Influencer:  If you have a high Influence score you will 
be people oriented, warm, caring, active, in charge, 
trusting of others.

●     Steady:  If you have a high Steady score you will be 
non-confrontational, stable, wanting to get along with all 
people.

●     Compliant:  If you have high scores in Compliant you 
will be systematic, accurate, numbers and data oriented, 
facts are facts.

These styles will determine your communication patterns and 
how you process information.  The style you are will affect 
formality, pace of speech, and body language.  Finding out 
what style you are will drastically improve your effectiveness 
in relationships with your spouse, children, and in your 
business life.  Lao Tse, Chinese philosopher, once said, “He 
who knows others is learned.  He who knows himself is wise.” 

If you have never taken a DISC assessment call our office at 
541-383-8833 or e-mail us at info@realestatechampions.com 
to find out how we can administer the DISC assessment, so 
you can dramatically enhance your skills and avoid burnout.

Understand your purpose:  My belief is we have all been 
blessed with skills and a purpose to fulfill while we are here.  
The question is, what is yours?  What is the ultimate outcome 
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that you are trying to create in your life?

Mary Kay Ash described her purpose this way, “To provide 
unlimited opportunity to women.”  The interesting thing is her 
purpose has nothing to do with the sale of cosmetics.  Purpose 
adds stability to life when you hit turbulent waters, or when 
you have more opportunities than time to do them.  At this 
point you have to be careful to select the opportunities that 
are in alignment with your purpose.

Your passion:  What causes you to get excited?  What are 
you willing to stay up day and night for?  What would you 
rather do than anything else in life?  When you are tired, what 
gets you charged back up?  Passion helps keep you on track.  
Passion also snaps you back on track when you get off track.  
The day-to-day pressure and wear and tear can overwhelm us 
when we don’t have passion.

Burnout is a reality we all can face again and again, if we are 
not vigilant in watching the seven key factors on: proper 
pacing, doing it all ourselves, accepting others’ problems as 
your own, majoring in minors, unrealistic expectations, proper 
priorities, and our physical conditions.  We must take action on 
each of these areas.  Invest the time to know yourself, 
define your purpose, and tap into your passion.  Life is 
meant to be spent in abundance.  Are you moving toward 
abundance or burnout? 

For more help growing your business, consider coaching 
below... 

 
 

 
Dirk Zeller 

For more information on how we can 
grow your business together, fill out the 

form below: 

 

Full Name: 

Phone #:  -  - 

 
 Newsletter PDF Archive

file:///R|/Users%20Files/Tyler%20Lee/CC/10%2012%20(281)/ccnewsletterWEB1012.htm (6 of 7)10/19/2006 7:36:26 AM



Real Estate Champions

 
My NEW Book  

In Stores 
Now! 

E-Mail:

 

Help Your Friends

If you have friends and colleagues who would enjoy the 
Coaches Corner™ please forward it and invite them to 
subscribe. We appreciate your help since your 
recommendation is how we grow.

Real Estate Champions is committed to partner with you to 
create abundance in your business and life.

REALTOR® is a Registered Trademark of National Association of Realtors, 
Inc. 

• October 5th 
• September 28th 
• September 21st 
• September 14th 
• September 5th 
• August 31st 
• August 24th 
• August 17th 
• August 8th 
• August 1st 
• July 25th 
• July 18th 
• July 11th 
• July 5th 
• June 27th 
• June 20th

Real Estate Champions, Inc 
132 Crowell Way 
Suite 200 
Bend, Oregon 
97702 
USA 

Thanks for reading!

Real Estate Training & Coaching

Coaches Corner™ - Tips, Tools, News and Articles for Real Estate Professionals
      ©2006 Real Estate Champions, Inc
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